Results in Brief 


($000’s omitted except per share amounts) 


For the Year 


1976 


1975 
Net sales $1,007,420 $874,627 
Net income . 56,476 37,686 
Per share 3.47 2328 | 
Percent of sales 5.6% 4.3% 
Dividends 22,791 20,668 
Per share 1.40 L208 
Year-end inventories as a percent of sales 22.9% 24.6% 
Capital expenditures 17,019 17,764 
Depreciation 16,880 17,444 
At Year-end 
Working capital $ 352,121 $310,768 
Current ratio 3.2 to 1 3.4 to 1 
Acid test ratio 1.7to1 1.6 to 1 
Long-term debt 59,863 62,270 
Debt/total capitalization 12.9% 14.4% 
Stockholders’ equity 403,693 368,998 
Stockholders’ equity per share 24.76 22:10 
Return on average stockholders’ equity 14.6% 10.5% 
Return on average stockholders’ equity and long-term debt 12.6% 8.9% 
Common stock price range 321/2-21% 23-11% 


Common stock price at year-end 


Annual Meeting 
The annual meeting of stockholders will be held 
at 2 p.m. Central Daylight Savings Time, 
Wednesday, April 27, 1977, on the 13th Floor of 
The First National Bank of Chicago, One First 
National Plaza, Chicago, Illinois. 


31% 


22V2 


Form 10-K 

A copy of Form 10-K annual report filed with the 
Securities and Exchange Commission, will be 
furnished on request. Please direct requests to 
the Secretary, McGraw-Edison Company, 333 
West River Road, Elgin, Illinois 60120. 


Cover Photo 

High-voltage power transformers manufactured 
by McGraw-Edison’s Power Systems division 
assist utilities in providing electrical energy to 
households and industry hundreds of miles away. 


To McGraw-Edison Stockholders: 


The dedication of McGraw-Edison employees to 
the high standards of leadership in the seg- 
ments of the electrical equipment industry in 
which the company participates, brought with 
it record performance in 1976. 


* Sales exceeded $1 billion for the first time. 


- Though the business climate lacked confi- 
dence and stability in many areas, sales in- 
creased 15.2 percent, our strongest growth in 
over a decade. 


- Earnings per share of $3.47 were a record, 
exceeding the prior year’s by $1.15 per share 
and our previous record of $2.53 in 1972 by $.94 
per share. 


- Net earnings increased 50 percent over the 
previous year. 


- Return on stockholders’ equity of 14.6 percent 
was also the best in over a decade and well 
above the previous year of 10.5 percent. 


There are other aspects of the record perform- 
ance that support a confident attitude for 1977 
and beyond. 


The restructuring of the company that has been 
taking place over the past several years is all but 
completed. Eight major operating units capable 
of self development and a Commercial Develop- 
ment division in which new businesses can be 
grown, now replace the loose federation of 
nearly 30 smaller, independently-run divisions 
of the past. Strong direction is provided by a 
reorganized corporate headquarters, with top 
operating officers having worldwide responsi- 
bility for their businesses. A description of each 
of the units is presented in the following section 
of this report. 


One of the goals established at the outset of our 
restructuring was to define, prune and cultivate 
our operating units so that our performance 
would rank in the upper quartile of our industry. 
This has been accomplished in seven of our 
nine operating units which collectively earned 
21.3 percent after tax on capital employed. 


In one of the two remaining units, our Portable 
Appliance and Tool Group, substantial progress 
has been made. This is a business of moderately 
priced products with a relatively high percent- 
age of costs in materials and tooling. During 
periods of rapid change in consumer prefer- 
ences and rapidly increasing material costs, as 
we have experienced in the last several years, 
profitability suffers because of the extra costs 
of more frequent product redesign and produc- 
tion retooling required. To this, we added a 
major reorganization of the entire business. 


The appliance portion of this business earned 
a profit in 1976, despite absorbing a high level 
of reorganization and development costs. The 
tools portion, although recording a loss for the 
year, is nearing breakeven. The investment in 
developing programs for the Portable Appliance 
and Tool Group can best be judged in long-term 
perspective. We expect this business, which 
accounted for 13.7 percent of our 1976 sales, to 
contribute increasingly in the periods ahead. 


One cannot expect the developing businesses 
in the Commercial Development division to meet 
the same operating goals as our established 
businesses. However, the division’s return on 
capital employed is nearly 15 percent before 
taxes which is adequate to assure orderly devel- 
opment. Sales of these product lines approxi- 
mate 3.7 percent of total sales. 


The success of our efforts to improve earnings 
quality, continuity and, hence, credibility as an 
upper quartile performer, is also reflected in the 
steady pace of sales throughout the year. It indi- 
cates a growing capability to plan our business, 
to respond to changing economic conditions 
and to manage those product lines of a seasonal 
nature within the framework of our total busi- 
ness. The growth of the economy in 1976 was 
far from smooth, with the first half of the year 
showing a strong upward movement and the 
second half deteriorating to where very little 
real growth occurred in the fourth quarter. Sales 


for the last half of the year for McGraw-Edison 
were equal to the first half, as was the case in 
1975, and the 15.2 percent sales increase for the 
year as a whole was about equally earned in 
both halves. 


For the second year in a row, our utility equip- 
ment business established new sales and earn- 
ings records. Sales for 1976 were $277.8 million, 
up 10 percent over 1975, and net income before 
taxes increased 43 percent to $39 million. The 
outlook for this part of our business is very good 
as the rate of increase in the consumption of 
electricity returned to more normal levels in 
1976, following a two-year lull. Electrical equip- 
ment sales have increased as large equipment 
sales peaked in 1976. Some falloff is expected in 
1977. While our utility equipment business may 
produce lower profits in 1977, we expect its 
performance to be no less than the second best 
in our history. 


The company’s industrial business achieved 
record sales and net income for the 11th con- 
secutive year. Sales were up 20 percent to $361.2 
million, and net income before taxes was $56.2 
million, up 35 percent. 


Consumer operations earned $16.9 million be- 
fore taxes on saies of $368.5 million compared 
to earnings of $2.6 million in 1975 on sales of 
$322.5 million. Total profits produced by our 
major appliances and other consumer products, 
except portable appliances and tools, were the 
highest in the company’s history. As the latter 
group responds to the efforts discussed earlier, 
the strength of our consumer business will be 
more clearly indicated. 


Our already superior balance sheet was further 
improved upon during 1976 and is adequate to 
finance our present businesses without increas- 
ing debt. Debt to total capitalization stands at 
12.9 percent, and our current ratio is 3.2. 


In July, Herbert M. Appleton and L. Hardwick 
Caldwell, Jr. were promoted to executive vice 
presidents responsible for utility and industrial 
operations and consumer and commercial op- 
erations, respectively. These promotions were 
an important move in aiding overall corporate 
direction of our new operating organization. 


Several changes in our board of directors have 
occurred recently. In December, Executive Vice 
President John B. Murray, retired from the com- 
pany and the board, after a distinguished career 
of 43 years with McGraw-Edison Company and 


its Speed Queen division. Mr. Appleton became 
a director in his stead. Following the year-end, 
Phillip H. Smith, a director since 1973, resigned 
to give more time to an expanded commitment 
to his own company. Richard N. Rosett, Dean of 
the Graduate School of Business at the Univers- 
ity of Chicago, was elected to fill the vacancy 
created by Mr. Smith. We shall miss the advice 
and counsel of Messrs. Murray and Smith and 
feel fortunate to have two eminently qualified 
men to carry out the responsibility to which they 
were dedicated. 


One cannot discuss 1976 without taking note of 
the death of Joseph A. Bussmann, Jr. early in 
the year. Joe, who had spent 26 years with the 
company, was one of several members of the 
Bussmann family who continued to run the 
company following its acquisition in 1929, until 
Joe’s death this year. Always a top performer, 
Joe is missed by those who worked with him as 
president of Bussmann, a group president of 
the company and a director. 


During a year in which unemployment was a 
continuing topic for discussion, our own em- 
ployment increased 5.7 percent, averaging 
24,100 employees, compared with an average of 
22,800 the preceding year. Productivity per 
employee improved. 


Many of our employees are McGraw-Edison 
stockholders, and this employee ownership role 
has continued to foster high operating stand- 
ards and to promote a healthy understanding of 
difficult economic problems. 


Through our profit sharing plan, approximately 
13,500 employees own 3,397,951 shares or 20.8 
percent, of the company’s stock. On July 1, 
1976, employee owners were offered the oppor- 
tunity, for the first time since profit sharing be- 
gan 24 years ago, to have their McGraw-Edison 
shares converted to a diversified investment 
fund. Less than two percent of these shares 
were converted. 


The success of our free enterprise system de- 
pends on adequate capital to finance growth. 
McGraw-Edison has been eminently success- 
ful in supplying its capital needs from internally- 
generated retained earnings. We believe that 
employee ownership in McGraw-Edison Com- 
pany has been a significant factor in helping the 
company achieve this strong financial position. 
Careful asset management and the understand- 
ing of productivity, both in effort spent on the 
job and pride in quality, are apparent in many 
ways throughout the corporation and particu- 
larly in “‘the bottom line’ —net income. The atti- 


tude of our employees continues to be one of 
the company’s greatest assets. 


The quarterly dividend was raised twice during 
1976 and again last month, following the an- 
noucement of 1976 results. At the current level 
of 40 cents per quarter, the $1.60 annual rate 
represents a new high. Dividends have been 
paid every year since 1934. 


Looking to the future, we have a number of 
reasons to be optimistic about McGraw-Edison 
Company. 


First, annual increases in electrical power con- 
sumption should be at least six percent for the 
remainder of this decade and around seven per- 
cent in the early 1980's. This rate of growth could 
increase even more with the growing scarcity 
and increasing cost of oil and natural gas 
resources. 


Second, we will make better use of the strengths 
of our diversified business because of our 
stronger organization, improved planning and 
a more cohesive approach to managing our 
business. 


Third, we are placing increased emphasis on 
research and development capabilities and the 
ongoing development of high quality new 
products. 


Fourth, we are increasing our capital expend- 
iture programs and are changing them from the 
brick and mortar programs of earlier years, 
which we needed to modernize and better locate 
our facilities, to retooling and new business 
development. 


Fifth, we have a stronger, more professional 
team of top managers than ever before. 


Above all, our success in 1976 demonstrates that 
while we haven't solved all of our problems, we 
have become and will continue to be an out- 
standing performer in our industry. 


Edward J. Williams 
Chairman and President 
March 4, 1977 


Electric power will supply a steadily increasing 
percentage of energy requirements in the years 
ahead because it is the most efficient means of 
converting energy to usable form. As a leading 
U.S. producer of equipment and services used 
in the transmission, distribution and storage of 
electrical energy, the Power Systems division will 
contribute significantly to the effectiveness of 
electric utilities working to meet this challenge. 


From the electric utility generating station to the 
ultimate user of power, the division offers its 
customers a broader line of transmission and 
distribution apparatus than any other manu- 
facturer. ‘“‘Step-up”’ transformers increase 
generated voltage up to 765,000 volts for trans- 
mission up to several hundred miles, while 
other transformers ‘‘step down’ the voltage to 
practical levels for industrial, commercial and 
household use. 


Along the way, the division’s switchgear appa- 
ratus helps assure system reliability by auto- 
matically interrupting circuits under fault 
conditions and performing routine switching for 
system balance or maintenance. System effi- 
ciency is improved through the use of McGraw- 
Edison voltage regulators, which automatically 
adjust voltage to optimum levels, and power 
Capacitors, which have the effect of increasing 
circuit capacity. Protection against potentially 
damaging surges caused by lightning and tran- 
sient system conditions is provided by high- 
voltage fusing equipment and surge arresters. 


To help utilities design more efficient and reli- 
able systems, the division simulates electric util- 
ity systems in miniature to study insulation and 
equipment requirements in advance of major 
investments. The division also is involved in the 
search for new and improved energy sources, 
including solar devices and advanced battery 
designs. 


Market Comment 

Power Systems’ principal market is the electric 
utility industry, which is resuming its normal rate 
of growth. It is a market in which change nor- 
mally occurs in an evolutionary rather than 
revolutionary fashion, but with energy demands 
and costs increasing, new ways are being 
sought to increase reliability and efficiency. 


The international market for utility products is 
expanding, particulary in the Middle East, the 
Far East and Latin America. Shipments were 
made to more than 60 countries in 1976, a num- 
ber that will grow as more developing nations 
initiate major electrification projects. 


1 These 230,000 volt power cir- 
cuit breakers protect electric 
utility equipment and power 
lines. 


2 Testing a solar wafer, energy 
source for recharging storage 
batteries. 
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Increased participation in the industrial market 
will be accomplished through a newly created 
marketing section, with sales representation in 
most major U.S. metropolitan areas. 


1976 Highlights 

Shipments and new orders received during 1976 
were the highest in the division’s history, up 
about 10 percent and 36 percent respectively, 
over 1975. Large transmission equipment sales 
peaked in 1976, reflecting industry ordering 
patterns of the last few years. 


During 1976, the division became the first manu- 
facturer in the industry to totally eliminate use of 
polychlorinated biphenyls (PCB’s) as the insu- 
lating fluid in power capacitors. The fluid sub- 
stituted— developed in cooperation with Dow 
Chemical Company—is a nontoxic, environ- 
mentally safe fluid called Edisol. 


During the year, the company’s Edison Battery 
division was made a part of the Power Systems 
division. This change merges the corporation's 
capabilities in the storage and generation of 
electricity (through batteries and solar energy 
rechargers) with its strengths in the transmis- 
sion and distribution of electrical energy. To 
expand international marketing, Power Systems 
purchased an equity interest in its former Mexi- 
can licensee, and to expand its construction 
hardware production, it purchased a plant in 
Mississippi. 


Long a leader in the application of vacuum tech- 
nology to circuit interrupting devices, Power 
Systems in 1976 extended this expertise to a 
15,000 volt power circuit breaker. Vacuum inter- 
ruption, which provides faster operation and 
reduced maintenance, will be made available in 
higher voltage circuit breakers during 1977. 


Other new products introduced in 1976 were an 
automatic load-transfer package for switching 
power sources in emergencies, vacuum-inter- 
ruption switches for application in underground 
distribution systems, and two new types of small, 
padmounted transformers for single residences 
and other relatively limited requirements. 


Outlook 

Since the oil embargo and the economic reces- 
sion of 1974-75, the electric utility market has 
stabilized considerably. Prospects for future 
growth are excellent, with forecasts of annual 
increases in power consumption (kilowatthour 
sales) around six percent through this decade, 
and then increasing to nearly seven percent in 
the early 1980’s. 


Currently, customer inventories of frequently 
used items are relatively low, creating a steady 
demand for most power distribution products. 
The demand for these products should improve 
further with a sustained economic recovery 
coupled with increased housing starts. While 
large transmission equipment is being ordered 
at a brisk pace for delivery in future years, 1977 
sales of this equipment likely will be somewhat 
less than the peak level of 1976, reflecting indus- 
try ordering patterns and the somewhat lower 
rate of power consumption during the last three 
years. 


Growth in the demand for distribution products, 
plus continued strengthening of international 
operations during 1977, should help to offset the 
expected decline in shipments of large equip- 
ment. Overall performance of the Power Sys- 
tems division in 1977 is expected to be somewhat 
less than the peak performance of 1976, but the 
future for this energy-related division is very 
positive. 


National Electric Coil Division 


The National Electric Coil division services and 
rebuilds rotating electrical machinery and manu- 
factures lifting magnets. It has the capability to 
repair or rebuild almost any type or size of elec- 
trical equipment including motors, steam tur- 
bine generators, hydro-generators, transformers 
and control apparatus. The division operates 25 
plants and service centers in the United States 
and Canada with sales engineers in principal 
cities throughout the world. 


Market Comment 

Major markets served by the division are the 
electric utility, mining, railroad, steel and metal- 
working, paper and general manufacturing in- 
dustries. National Electric Coil’s sales have 
risen at an average annual rate of 29 percent 
since 1971. 


1976 Highlights 
National Electric Coil achieved record sales and 
earnings in 1976, for the third consecutive year. 


During the year, the division completed phase 
one of a six-year, over $40 million project for 
the U.S. Energy Research and Development 
Administration to rebuild and uprate the horse- 
power of more than 3,000 motors used in urani- 
um enrichment processing plants for nuclear 
fuel. 


The division was awarded a multi-million dollar 
contract for the rewinding of 10 hydro-genera- 
tors at the Wells Dam power generating station 
on the Columbia River. It also signed a contract 
to supply portable electric substations for the 
U.S. Mintac Mines in Minnesota, expanding the 
market for this product which previously had 
been limited to the Florida phosphate mining 
industry. 


Overseas, National Electric Coil completed re- 
winding work on two hydro-generators at 
Blendon Ffestiniog in the United Kingdom using 
U.S. manufactured coils. 


During the year, the division added to its chain 
of motor repair facilities with the addition of two 
shops in the Los Angeles, California area and 
one in Arlington, Texas. In addition, construc- 
tion of new repair facilities was begun in 
Houston, Texas and near Tampa, Florida, and 
the division’s Detroit plant was moved into a 
larger facility, nearly doubling the division’s lift- 
ing magnet production capability. 


1 Inspecting generator frames 
for railroad traction motors. 


2 Industrial lifting magnets. 


3 Inspecting new electric coils 
for a large generator. 
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New products developed in 1976 included insu- 
lation testing equipment and a pneumatic drive 
wire stripper. Both products are unique and are 
showing promising sales potential. 


Outlook 

National Electric Coil’s business has grown 
dramatically during the last few years through 
the expansion of major production facilities, 
the addition of motor repair facilities in a num- 
ber of new locations, and new marketing and 
customer service programs. A continuation of 
these activities plus greater emphasis on over- 
seas business will help the division to continue 
to grow. 


Bussmann Manufacturing Division 


The Bussmann Manufacturing division produces 
a wide variety of industrial, residential and cur- 
rent limiting fuses. These products range from 
very small, extremely precise fuses used in the 
U.S. space program through well-recognized 
glass automotive and residential plug fuses, to 
very large fuses used to protect heavy industrial 
equipment, large buildings and sports facilities. 


Products manufactured by the Bussmann divi- 
sion serve many markets including industrial, 
commercial, marine, residential, government, 
electronic and automotive. The division’s major 
brand names are Buss, Hi-Cap, Limitron, 
Fusetron and Tron. 


Market Comment 

Over the years, the demand for fuses has fluctu- 
ated, increasing with technological develop- 
ments and new applications for fuses. One im- 
portant and rapidly growing application for 
fuses is short circuit “current limitation.’ With 
electric power companies interconnecting their 
systems to form large power networks and with 
increased power in most circuits, the need has 
developed for devices with greater current inter- 
rupting capacity to protect against short circuits. 


1976 Highlights , 
During 1976, the Tron fast-acting fuse made by 
Bussmann was selected as a component in a 
new commercial loadcenter (roughly equivalent 
to a home fuse .box) manufactured by a leading 
company supplying the industry. Also introduced 
during the year was the Buss semiconductor 
fuse, the result of a five-year research and devel- 
opment program. 


Significant operational improvements were im- 
plemented at the division including improved 
factory controls and customer service, plus the 
development of a finished goods warehousing 
system utilizing the latest technology. In addi- 
tion, the division’s headquarters were relocated 
into modern office space in suburban St. Louis, 
Missouri. Recently established operations in 
Bristol, Connecticut and Elizabethtown, Ken- 
tucky became more significant in the division’s 
operating network as the business has expanded. 


Outlook 

Since 1929 when Bussmann merged with 
McGraw-Edison, it consistently has been one 
of the company’s good performers. With the 
division’s strengthened engineering and quality 
assurance functions and improved operating 
efficiencies, plus new marketing programs and 
significant capital expenditures scheduled for 
1977, the outlook for Bussmann division is 
excellent. 


Longer term, the division’s emphasis on research 
and development should help to create techno- 
logical developments to continue to expand the 
markets for its fuses and related devices. 
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Commercial Development Division 


The Commercial Development division was 
formed late in 1976 to provide management 
assistance to a number of smaller product lines 
in the company and to provide a vehicle for 
commercializing new technologies and develop- 
ing businesses. This new division currently in- 
cludes most of the product lines of the former 
Brevel Motor, Edison Electronics and Gemco 
Electric divisions. 


Among the major products produced and mar- 
kets served are: 

* electronic test equipment for the communica- 
tions industry; 

* electro-mechanical components such as cam 
operated switches for the machine tool industry, 
precision rotary and toggle switches for the 
electronic and aerospace industry, rugged and 
flexible cable and hose carriers for heavy indus- 
trial machines; 

* sub-fractional horsepower motors and gear 
motors for appliances, computers, copying ma- 
chines, vending machines, and pumps; 

* solenoids and timers for appliances, cameras, 
and office machines: 

* temperature sensing and monitoring devices 
used on motors, generators, aircraft engines, 
pipe lines, and oil drilling rigs; 


- fire detection sensors for use on aircraft 
engines, petro-chemical installations, power 
stations and in other hazardous environments. 


Market Comment 

The market for many of these products is in the 
capital goods sector which is recovering more 
slowly than the overall economy. The lack of 
growth in the exploration for oil and gas and the 
depressed commercial aircraft business have 
affected sales in 1976. However, sales to ma- 
chine tool and automated equipment markets 
have increased as the demand for labor saving 
devices continues to grow. The growth of appli- 
ance sales assisted a recovery in the sale of 
small motors, but general over-capacity in the 
industry continues to make this a highly compe- 
titive business with low profit margins. 


1976 Highlights 

The Edison Electronics small open-frame rotary 
switch and audio attenuator business was sold, 
and the remainder of the business was reorgan- 
ized into three product operations. Deliveries of 
switches for the first two space shuttles were 
completed, and a new instrument for testing CB 
radios was introduced. Development contracts 
for engine flame-out detectors were obtained 
for the new F-16 and F-18 aircraft, and a line of 
temperature monitors was redesigned with 
solid-state circuitry. 


The Brevel and Ingraham operations were com- 
bined to eliminate product duplication and to 
provide a single source of sub-fractional horse- 
power motors to a larger market. 


Because of significant improvement in the auto- 
motive and machine tool business, Gemco Elec- 
tric had a very successful year. 


Outlook 

The role of the Commercial Development divi- 
sion is to create and develop product lines or 
businesses to the point where they can stand on 
their own as separate divisions of the company. 
Currently, the division includes a large number 
of relatively small but promising product lines 
serving markets not served by other parts of 
McGraw-Edison. The variety of markets involved 
creates opportunities for existing and new 
products or acquired small businesses. 


Because of the developmental nature of this 
division, its overall rate of growth is likely to be 
moderate. However, because its function is to 
identify and develop future businesses for the 
company, individual product lines within the 
division may grow rapidly. 


As a diversified electrical equipment manufac- 
turer, many of the company’s products involve 
extensive research, testing and engineering 
work. To maintain product excellence and to 
continuously advance the state of the art, all 
operating units place special emphasis on re- 
search and development activities, and these 
activities are supported by more basic research 
conducted by the company’s Thomas A. Edison 
Technical Center. 


Much of the company’s research focuses on the 
solar generation, storage, transmission and 
control of electrical energy as applied to prod- 
ucts which are currently in use, as well as new 
product development. 


Product development activities are conducted 
primarily by the operating divisions of the com- 
pany, while most technological research is 
conducted by the Technical Center. Formerly a 
part of the company’s Power Systems division, 
the Technical Center was made a part of the 
company’s headquarters in 1976, and its scope 
was expanded to serve all utility and industrial 
operations. 


The role of the Technical Center is to develop 
the technology of selected apparatus and mate- 
rials to a point where they can be used by opera- 
ting divisions in producing new or improved 
products. The bulk of the Technical Center’s 
activities are projects for the operating divisions 
of the company, but it also conducts research 
programs for the Electric Power Research Insti- 
tute, a utility industry sponsored organization, 
and performs contract testing projects for a 
number of unaffiliated organizations. 


Situated on a 134-acre site in Franksville, 
Wisconsin, the Technical Center includes ap- 
proximately 60,000 square feet of laboratories 
and offices, and employs nearly 100 scientists, 
engineers and technicians. 


Major Appliance Group 


The Major Appliance Group manufactures and 
markets a variety of kitchen, laundry and air 
comfort appliances for consumer and commer- 
Cial use. 


Built-in kitchen appliances, such as ranges and 
dishwashers, designed for new and remodeled 
homes and sold through home builders and 
kitchen remodelers are produced by the Modern 
Maid division. 


The Speed Queen division manufactures home 
laundry appliances, including automatic and 
wringer washers and gas and electric dryers. 
The division is also the leading supplier of equip- 
ment for coin-operated laundries in the U.S. 


Room air conditioners, central air conditioning 
for residential and light commercial applications, 
dehumidifiers, humidifiers, electric heating 
equipment, and special mobile home air comfort 
packages are produced by the Air Comfort divi- 
sion. During 1976, the division also entered the 
commercial condenser business. 


The International Metal Products division manu- | 


factures and markets air moving and cooling 
products for residential, commercial, industrial 
and agricultural applications. The major portion 
of its products utilize an evaporative cooling 
process which is very effective in drier climates 
such as the Southwestern U.S., the countries of 
the Middle East and Australia. 
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In Canada, the company’s major appliance oper- | 
ation manufactures home laundry equipment 
under the Simplicity brand name and distributes 
products made for the Canadian market by the 
Modern Maid, Speed Queen and Air Comfort 
divisions. 


The group’s U.S. exports to some 70 countries 
are handled by the company’s International 
division which maintains offices in the United 
Kingdom, Belgium, Australia, Puerto Rico and 
Greece. 


Market Comment 

Modern Maid primarily serves the single-family 
housing market. While this market has fluctuated 
considerably in the last few years, Modern Maid’s 
business has been somewhat more stable be- 
cause the demand for its high quality products 
is more constant than the overall market. 


With the increase in single-family housing con- 
struction, the home laundry market served by 
Speed Queen has improved, while the domestic 
and overseas markets for coin-operated laun- 
dry equipment continue to expand. 


The U.S. market for most types of air condition- 
ing equipment and appliances has decreased 
during the last two years. The outlook is now 
more favorable with increased housing con- 
struction, improved consumer spending and 
more stringent industrial health and safety 
standards. 


1976 Highlights 

During the year, Modern Maid initiated a pro- 
gram to manufacture its own microwave oven, 
currently produced for them by another com- 
pany. It also introduced a complete line of self- 
cleaning (pyrolytic) electric wall ovens, and 
installed a new paint process that will make 
appliance surfaces far less susceptible to chip- 
ping and scratching. Additionally, construction 
of anew $1 million production facility was begun 
during 1976. 


Speed Queen division introduced a new line of 
domestic laundry equipment during 1976 which 
incorporated new, energy saving features. A 
major manufacturing realignment was com- 
pleted during 1976 that has resulted in lower 
manufacturing costs and improvements in pro- 
duction scheduling and inventory levels. Other 
manufacturing improvement programs empha- 
sized quality control and cost-saving programs. 


1 Modern Maid built-in kitchen 
appliances. 


2 Speed Queen coin-operated 
laundry equipment. 


3 Energy-saving roof top evapo- 
rative coolers. 
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Marketing efforts at Speed Queen also were 
reshaped with a new sales training program for 
distributors and dealers, reflecting the division’s 
continued emphasis on this marketing method, 
versus direct selling in past years. In addition, 
the division strengthened its international and 
government marketing efforts and began mar- 
keting appliances under private label for several 
major retailers. 


With the help of a more aggressive marketing 
program in 1976, the Air Comfort division dou- 
bled sales of room air conditioners, and sub- 
stantially increased sales of dehumidifiers and 
central air conditioning systems. Increases in 
all product categories far exceeded industry 
averages. 


The International Metal Products division con- 
centrated its efforts on expanding the market 
for evaporative air cooling products. These 
systems use about 25 percent of the electricity 
required by conventional air conditioning equip- 
ment and have great potential in many com- 
mercial and industrial applications. A leader in 
evaporative air cooling equipment, the division 
is forecasting continued growth for its products. 
During 1976, the division added a 150,000 
square-foot warehouse to better serve this ex- 
panding market. 


Outlook 

The general outlook for the Major Appliance 
Group is positive. With an expanded product 
line and improved production facilities at 
Modern Maid, aggressive product development 
and expanded marketing efforts at Speed Queen, 
and a rapidly growing demand for energy saving 
appliances at International Metal Products, the 
group’s sales and profitability should increase. 


Key goals for 1977 and beyond include improved 
international marketing of all major appliances 
and an increased share of the domestic market 
for home appliances. 


Portable Appliance and Tool Group 


The Portable Appliance and Tool Group manu- 
factures and markets a wide variety of electric 
housewares and electric and hand tools. These 
products include Toastmaster table top oven- 
broilers, toasters and waffle bakers; Ingraham 
electric clocks and timers; Edison fans and 
heaters; and a complete line of Shopmate elec- 
tric tools and Village Blacksmith electric and 
hand garden tools. Kitchen appliances and port- 
able electric tools are also manufactured for 
major retailers through private label programs. 


Market Comment 

The portable appliance and tool markets are 
highly competitive and fluctuate with consumer 
spending patterns. A key to sustained growth for 
this business is the development of new and 
improved products and the development of new 
markets overseas. 


A major restructuring of this business to better 
respond to market demands continued in 1976. 
As part of this effort, product lines were trimmed 
and attention was directed to the more success- 
ful products which remained. Growth in these 
products together with new product introduc- 
tions enabled the group to post sales gains once 
again. Total sales reached 1973-74 levels while 
profits remained depressed as costs were ab- 
sorbed in rebuilding this business. 
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1976 Highlights 

In the appliance product area, five new or 
improved products were introduced in 1976. 
These new products included the Toastmaster 
System Ill oven-broiler, which offers the addi- 
tional feature of a ‘‘slow heat” cooking capabil- 
ity, and the safer, more effective Edison Comfort 
Sensor heater. 


Sales of home-use timers also improved sub- 
stantially in 1976 in response to an increased 
concern for home security and energy conser- 
vation. Additionally, a nylon cord grass trimmer 
called Graswip was added to the Village Black- 
smith line to serve the rapidly growing market 
for electric lawn and garden tools. 


Other new products introduced during the year 
included a hamburger cooker, a toaster oven, a 
juice mixer, a 4” belt sander, and several new 
wall clock designs. 


During the year, major expenditures were made 
to modernize and improve the productive capac- 
ity of manufacturing facilities and to improve 
quality control programs. 


Outlook | 

The demand for innovative convenience appli- 
ances in the U.S. and other countries has grown 
rapidly in recent years. This trend, plus the con- 
cern for energy conservation, product quality 
and service, have created a new set of standards 
for the design and marketing of consumer appli- 
ances and tools. 


The company’s Portable Appliance and Tool 
Group has initiated a number of programs 
aimed at responding to these changes including 
aggressive new product development, improved 
quality control, new customer service programs, 
increased operating efficiencies and new mar- 
keting programs. 


This group registered a substantial improve- 
ment from the previous year and is in an im- 
proved position to benefit from better consumer 
spending patterns. 


SS a a 


1 Shopmate power drills ready 
for inspection. 


2 Toastmaster appliances for the 
kitchen. 


3 Assembly of lawn and garden 
power tools. 


Food Service Equipment Group 


Serving the commercial and institutional food 
service industry, the Food Service Equipment 
Group manufactures cooking equipment, refrig- 
erators and freezers, shelving and mobile food 
storage equipment, and a variety of specialty 
and custom fabricated equipment. Southern, 
Seco, Toastmaster and Victory are the group’s 
major brand names. 


Market Comment 

The Food Service Equipment Group serves the 
third largest industry in the world, the mass 
feeding industry which includes restaurants, 
hospitals, nursing homes, schools, hotels, and 
fast food operations. 


A major trend in this growing market is toward 
the utilization of a broad range of equipment 
designed as a system to promote quality, effi- 
ciency and productivity. In response, major 
manufacturers like McGraw-Edison’s Food Ser- 
vice Equipment Group have integrated the mar- 
keting of their product lines to provide a coor- 
dinated source of equipment. 


Food Service Equipment’s strengthened mar- 
keting program should help provide a growth 
rate greater than that of the industry. The group 
demonstrated such growth potential during 
1976 with a 13 percent increase in sales. 


1976 Highlights 

New product introductions set the tone for the 
Food Service Equipment Group during 1976 and 
helped the group attain record sales and earn- 
ings. The introduction of the Victory Rapid 
Refrigeration System, a totally new refrigera- 
tion, freezing and thawing concept, has sub- 
stantial value for the end user because it 
increases the storage life of chilled and frozen 
foods. 


The Seco Vent Wash System represents a 
futuristic approach to institutional and commer- 
cial kitchen ventilation systems, increasing 
cleanliness, limiting hazards and reducing labor 
costs. 


Also, a new line of Toastmaster T-Line counter 
equipment has brought a new dimension to the 
mass feeding industry by offering greater flexi- 
bility in the choice of equipment sizes, an alter- 
native to expensive custom built installations. 
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The Food Service Equipment Group solidified 
its ““one-source’”’ approach to marketing with 
the completion of a 10,000 square-foot group 
headquarters building which includes a show- 
room for the group’s products and special facil- 
ities for dealer education programs. 


This ‘‘one-source’” marketing approach also 
has helped to expand the group’s capabilities 
in serving customers worldwide. 


Outlook 

Some recent market surveys indicate that by 
1980 nearly half of the average U.S. consumer’s 
expenditures for food will be for commercially 
prepared meals in restaurants. This trend 
towards eating away from home increases the 
demand for the type of products made by the 
Food Service Equipment Group. With the 
group’s efforts to further broaden its product 
line and to expand its international marketing 
efforts, this McGraw-Edison business should 
produce continued growth in sales and earnings. 


1&3 Toastmaster deep fryers and 
Victory commercial refrigerator. 


2 Serving the growing trend of 
eating away from home. 
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American Laundry Machinery Division 
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American Laundry Machinery division is the 
world’s leading manufacturer of commercial 
laundry and dry cleaning machinery. The divi- 
sion markets a complete line of basic commer- 
cial machinery including washers, washer/ 
extractors, extractors, supply systems, convey- 
ing equipment, drying tumblers, ironer feeders, 
ironers, folders, garment finishing equipment 
and dry cleaning machinery. 


Coin-operated drying tumblers manufactured by 
American Laundry are sold under the Huebsch 
brand by this division and under the Speed 
Queen brand by the Speed Queen division. 
American Laundry markets a retail dry cleaning 
license under the Martinizing name, and also 
licenses a vapor process to garment manufac- 
turers that imparts a durable press finish and 
shrinkage control to cotton and cotton content 
garments. 


Market Comment 

Larger machinery products are sold in the U.S. 
and Canada through a direct field sales organi- 
zation which provides application engineering, 
installation supervision and repair service. Major 
customers for direct sales include institutions, 
linen suppliers, industrial laundries and large 
hotels. The family-owned laundry, an important 
market for machinery in the past, has nearly 
disappeared because of the popularity of ‘‘no 
iron’ shirts which are washed at home. Outside 
North America large machinery products are 
sold through distributors and agents. 


Smaller machinery products—such as coin- 
operated tumblers, presses, and small washer- 
extractors—are sold worldwide through distrib- 
utors. The major end users are coin laundries, 
route operators, small commercial laundries, 
motels, and dry cleaning shops. 


The basic market for laundry machinery has 
shrunk dramatically in recent years with the 
advent of easy-care garments and textiles which 
greatly reduced demand for conventional com- 
mercial laundry and dry cleaning services. Many 
laundry machinery manufacturers discontinued 
business. American Laundry Machinery division 
responded successfully to this challenge 
through a vigorous effort of new product devel- 
opment combined with a program to restructure 
and streamline its business to reduce costs. 


1&2 Highly automated wet laun- 
dry and dry cleaning systems 
reduce operating costs and 
save energy. 


2 


1976 Highlights 

In 1976, American Laundry Machinery achieved 
a good increase in sales, profit margins and 
return on investment. Steps taken in 1975 to 
consolidate facilities have resulted in important 
reductions in overhead and expenses, and new 
products with improved margins also have 
helped. 


Sales of coin-operated drying tumblers improved 
in 1976, partially a result of the popularity of the 
Loadstar II, an energy-saving gas tumbler. 


The division continued to expand sales of its 
Slant/Line automated wash room system during 
1976. With this concept, the laundry is handled 
only by machinery from the soil room through 
the drying tumblers. New products introduced 
during 1976 which work with the Slant/Line sys- 
tem include a vacuum loading system, packaged 
central supply system, shuttle conveyor for tum- 
bler loading and a sling loading type of extractor. 
A new large, steam-heated tumbler was also 
successful because many laundries are unable 
to get gas for gas-fired tumblers. 


During the year, a well Known manufacturer of 
men’s knit sport shirts, became a licensee to use 
the division’s vapor phase process to treat knit 
cotton garments. A new type of chemical reactor 
was developed and installed in their plant. 


The division continued its program to develop a 
line of dyeing machinery based on the concept 
of the Slant/Line washer. A system including 
vacuum loading, six dyers, conveyor belts, and 
extractor and tumbler were installed in a men’s 
hosiery mill. These dyeing machines not only 
offer automation but also reduced usage of 
water, energy and chemicals. 


Outlook 

During the past five years, the market for com- 
mercial laundry and dry cleaning equipment has 
changed dramatically as a result of synthetic 
fabrics. Simultaneously, the division’s product 
line has been completely modernized, unneeded 
facilities have been closed, and promising new 
product and market programs have been imple- 
mented. With these strengths and a more stable 
market, American Laundry Machinery should be 
able to continue its good performance of 1976. 
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Lighting Products Group 


The Lighting Products Group is comprised of 
three operating divisions: Halo Lighting, which 
manufactures and: markets primarily incandes- 
cent fixtures for commercial and residential 
applications; Area Lighting, which produces 
and markets outdoor lighting systems for street, 
area and floodlighting applications; and Prestige 
Products, which manufactures and markets 
table and floor lamps for residential use. 


Market Comment 

During 1976, the Lighting Group was one of the 
company’s strongest performers, with sales 
growing more rapidly than the general economy. 
For outdoor lighting products in particular, the 
market has rebounded substantially from a low 
point in 1974 and 1975, and in 1977, it is ex- 
pected to reach levels comparable to the peak 
year of 1973. 


All three divisions of the group have benefited 
from these market trends. The group has con- 
tinued to emphasize new product development 
and is a leader in bringing new products to the 
market. 


1976 Highlights 

Sales and profit growth in 1976 came from every 
part of the world. Halo’s manufacturing opera- 
tions in England, West Germany and Canada all 
moved to larger quarters to accommodate 
increased demand, and sales in other inter- 
national areas (notably Central and South Amer- 
ica) have more than kept pace. 


In the U.S., Halo’s new Elk Grove Village, Illinois 
plant has resulted in greatly increased produc- 
tion and improved efficiency. 


To strengthen its marketing efforts, Halo intro- 
duced a major new catalog for its popular Lite 
Trend residential decorative fixture line and 
opened a unique educational showroom at its 
headquarters. Area Lighting expanded its line of 
highly successful Power Drawer luminaire 
series, offering the benefits of its exclusive 
modular ballast assembly in a broader range of 
fixtures. 


During the year, Prestige Products consolidated 
four scattered and outdated production opera- 
tions into one new facility in Bensenville, Illinois. 
The subsequent efficiencies and improved oper- 
ating economies should help to improve profit- 
ability in the future. 
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1&2 Outdoor lighting for com- 
munities, shopping centers and 
home use. 


3 New Halo Lighting showroom 
in Elk Grove Village, III. 
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Outlook 

The general improvement in the demand for 
both indoor and outdoor lighting fixtures which 
began in 1976 should continue through 1977. 
This demand, aided by concern for safety as well 
as esthetic considerations, should be boosted 
by the expected improvement in the housing 
market during 1977. 


In both indoor and outdoor lighting markets, 
there is a definite trend toward increased use of 
more energy-efficient light sources, especially 
mercury vapor and high-pressure sodium, areas 
in which the group has considerable experience. 


During the last several years, the group has 
invested to improve its plant facilities and oper- 
ating efficiencies, and has strengthened its 
marketing and product development efforts. 


With these greater strengths, the improving 
domestic market and more aggressive pursuit of 
overseas markets, the outlook for the Lighting 
Group is very positive. 
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Financial Review 


Net sales and earnings before income taxes for each of the company’s three product 
classifications for the five years ended December 31, 1976, were: 


($000’s omitted) 


Net sales 1976 US 1974 1973 1972 
Consumer $ 368,459 $322,518 $373,274 $360,798 $308,419 
Industrial 361,197 300,179 293,968 257,066 228,841 
Utility 277,764 251,930 242,356 207,680 212,000 

Total $1,007,420 $874,627 $909,598 $825,544 $749,260 

Earnings before income taxes 
Consumer $ 16,944 pmecoco $ 3,299 $ 34,985 $ 36,571 
Industrial 56,171 41,717 34,069 31,988 27,809 
Utility 39,025 27,303 (7,560) 5,000 12,018 
Finance subsidiary — 426 904 1,136 

Total $ 112,140 $ 71,645 $ 30,234 DasoGo $ 77,534 

Percent of sales 
Consumer 4.6% 8% 9% 9.7% 11.9% 
Industrial 15.6 13.9 es: 12.4 12.2 
Utility 14.0 10.8 (a1) PATE Syl 
Finance subsidiary = = zr = 

Total 11.1% 8.2% 3.3% 8.8% 10.2% 


Inthe foregoing summaries, sales have been 
classified as to the market utilized for 
specific product lines within divisions. 
Determinations of this type require alloca- 
tions, some of which must necessarily be 
arbitrary. The methods used, however, have 
been consistently applied, and the com- 
pany believes they have produced reason- 
able results. 


Consolidated sales of $1,007,420,000 in 
1976 surpassed the previous high reached 
in 1974 and were 15.2 percent ahead of 
1975. In 1975, sales decreased 3.8 percent 
entirely because of a decline in sales of the 
company’s consumer products resulting 
from general economic circumstances. Net 
sales increased 10.2 percent in each of the 
years 1974 and 1973. 


The company’s 1976 earnings set a new 
record. Pre-tax earnings of $112,140,000 
were 56.5 percent better than the prior year 
and 44.6 percent better than in 1972, previ- 
ously the best year. The company’s indus- 
trial and utility businesses each established 
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new sales and earnings records. Consumer 
products sales were second only to those 
obtained in 1974 while earnings of 
$16,944,000 were the best in the last three 
years. 


Earnings in 1974 were significantly reduced 
as the consumer and utility businesses were 
affected by sharply increasing costs. Be- 
cause of price controls and fixed commit- 
ments, selling prices could not keep pace 
with rising costs. In 1974, the company 
changed its method of determining inven- 
tory cost for most of its U.S. based inven- 
tories from the first-in, first-out (FIFO) 
method to the last-in, first-out (LIFO) 
method. This action, together with elimina- 
tion of extended fixed price contracts in 
favor of margin protecting escalation 
clauses, better equipped the company to 
deal with changing economic cycles. Con- 
solidated earnings declined in 1973 be- 


cause of the effects of a work stoppage at 
the company’s largest utility products 
manufacturing facility at Canonsburg, 
Pennsylvania. The strike carried into 1974. 


Consumer Products 

Sales of the company’s consumer products 
were $368,459,000 in 1976, or 14.2 percent 
better than the prior year and only slightly 
below the record set in 1974. Shipments of 
major appliances such as home washers 
and dryers, air conditioners and ranges 
were up over 1975. Portable appliances and 
tools, the other principal consumer product 
category, also exceeded 1975 sales — by 
approximately 15 percent. The company’s 
decline in consumer product sales in 1975 
was primarily due to recessionary in- 
fluences. Public reluctance to spend on dis- 
cretionary items and corresponding curtail- 
ment of inventory levels by dealers affected 
sales of most of the company’s consumer 
items. 


Industrial Products 

For the 11th consecutive year, sales and 
earnings of the company’s industrial prod- 
ucts increased. All major products within 
their class recorded good sales and earn- 
ings gains. They include lighting products, 
food service equipment, fuses and other 
control devices, commercial laundry equip- 
ment, coils and motor repairs. 


Utility Products 

Demand for heavy transmission equipment, 
such as power transformers and oil circuit 
breakers, has been relatively constant over 
the last five years. Shipments have been 
made in aconsistent pattern except for the 
period from October, 1973 to February, 
1974 when the company’s power trans- 
former and circuit breaker facility was idle 
because of a work stoppage. Distribution 
equipment, such as distribution trans- 
formers and construction hardware, has 
shown a fluctuating sales pattern related to 
general economic trends and particularly to 
the rate of housing starts. As an example, 
distribution transformer volume was down 
about 30 percent in 1975 but rebounded to 
a sales increase of 25 percent in 1976. 
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The company’s international sales totaled 
$170,000,000 in 1976. Approximately half of 
1976 international sales were registered by 
the Canadian subsidiary while the balance 
was principally export shipments to a large 
number of countries. 


Consumer products earnings in 1976 were 
substantially improved over 1975. Portable 
appliances and tools sharply reduced losses 
incurred in 1975 and 1974 of $13,900,000 
and $9,200,000 respectively, to a $3,300,000 
loss in 1976. Appliances were marginally 
profitable in 1976 with tools being the only 
unprofitable consumer line of any conse- 
quence. Tools continued to show the effects 
of a major restructuring which took place 
throughout 1975 and carried into 1976 as 
the final phase of consolidating operations 
of two plants into one new location was 
completed. Major appliances and most con- 
sumer products other than portable appli- 
ances and tools increased over 20 percent 
in profitability during the year. 


The company’s industrial products are well 
established and, on the whole, are less im- 
pacted by economic fluctuations than other 
markets served by the company. 


In 1975, the implementation of escalation 
clauses on stretched out contracts, the 
elimination of losing product lines (such as 
metalclad switchgear) and a concentrated 
cost reduction program brought margins 
in utility products to their best level since 
1967. The continuing effects of these 
actions further improved margins in 1976. 


Utility product earnings, modest in 1972, 
were particularly depressed in 1973 be- 
cause of the strike. The 1974 loss resulted 
mainly from the effects of fixed price con- 
tracts on power transformers in the face of 
sharply rising costs and the effects of the 
change to LIFO inventory accounting. 


Stock Prices 


The company’s common stock is traded on the New York Stock Exchange. The following is a 


summary of the closing market prices during 1976 and 1975. 


1945 
High 


$15V2 
20% 
21% 
23 


1976 

Low High Low 
Quarters 
1st $2134 $2832 $111 
2nd 263% 3012 12% 
3rd 27% 3212 16% 
4th 2734 32% 18% 
Dividends 


The company has paid a cash dividend every year since 1934. Future dividends will continue 
to depend on earnings, capital requirements, financial condition and other business factors. 
The current annual dividend rate is $1.60 per share ($.40 per quarter), which was established 


by the board of directors at its meeting on February 9, 1977. 


For the last two years, the quarterly dividiends paid per share were as follows: 


Quarters TEMS 
1st $.30 
2nd .35 
3rd 375 
4th 375 
Total $1.40 


24 


McGraw-Edison Company and Subsidiaries 
For the Years Ended December 31, 1976 and 1975 


Consolidated Statement of Income ($000’s omitted, except per share amounts) 
1976 1975 
Net sales $1,007,420 $874,627 
Costs and expenses: 
Cost of goods sold (Note 2) 732,776 658,594 
General, administrative, engineering and selling expenses 157,889 135,540 
Interest expense, net (Note 6) 2,127 6,920 
Other expense 2,488 1,928 
Taxes on income (Note 5) 55,664 33,959 
Total costs and expenses 950,944 836,941 
Net income $ 56,476 $ 37,686 
Net income per share $3.47 $2.32 
Average shares outstanding 16,274 16,250 
Dividends paid per share $1.40 $1275 


The Notes to Consolidated Financial Statements should be read in conjunction with 
the above statement. 


759) 


McGraw-Edison Company and Subsidiaries 
December 31, 1976 and 1975 


Consolidated Balance Sheet 


($000's omitted) 


ASSETS 1976 1975 
Current Assets: 
Cash and marketable securities $ 87,637 $1 019o2 
Advance to finance subsidiary (Note 12) - 6,800 
Receivables, less reserves ($7,280,000 in 1976 
and $6,630,000 in 1975) 175,586 151,789 
Inventories (Note 2) 230,916 215,468 
Prepaid taxes and other expenses (Note 5) 15,024 13,304 
Total current assets 509,163 439,293 
Equity in net assets of finance subsidiary (Note 12) = 6,481 
Other Assets 5,137 4,855 
Plant and Equipment, at cost: 
Land 7,443 7,520 
Buildings 88,474 89,575 
Machinery and equipment 168,382 163,487 
264,299 260,582 
Less— Accumulated depreciation 158,001 151,418 
Plant and equipment, net 106,298 109,164 
$620,598 $559,793 
LIABILITIES 
Current Liabilities: 
Notes payable and commercial paper (Note 3) $ 13,911 Se OZ 
Portion of long-term debt due within one year 1,522 1,769 
Accounts payable 56,880 47,751 
Accrued liabilities 54,296 45,960 
Federal, state and foreign taxes on income (Note 5) 30,433 27,973 
Total current liabilities 157,042 128)525 
Long-Term Debt (Note 4): 
7V2% Sinking Fund Debentures 47,670 49,048 
Other long-term notes payable, less current portion 12,193 ligee2e 
Total long-term debt 59,863 62,270 
Stockholders’ Equity (Notes 7 and 11): 
Common stock— authorized 25,000,000 shares; $1 
par value per share; issued and outstanding 
16,302,540 shares at December 31, 1976, and 
16,251,738 shares at December 31, 1975 16,303 16,252 
Additional paid-in capital 68,585 67,626 
Earnings retained for use in the business 318,805 285,120 
Total stockholders’ equity 403,693 368,998 
$620,598 $559,793 


The Notes to Consolidated Financial Statements should be read in conjunction with 


the above balance sheet. 
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McGraw-Edison Company and Subsidiaries 
For the Years Ended December 31, 1976 and 1975 


Consolidated Statement of Changes in Financial Position 


Net income 
Depreciation 


($000’s omitted) 


Dividends paid 


Other 


Receivables, net 


Inventories 


Sources of Working Capital: more 1975 
$ 56,476 $ 37,686 
16,880 17,444 
Working capital provided from operations 73,356 55,130 
Equity in net assets of finance subsidiary 6,481 — 
Reduction of notes receivable from finance 
subsidiary = 9,000 
Increase in other long-term notes payable 489 TIRAT GS) 
Dispositions of plant and equipment 3,005 2,209 
Issuance of common stock under option plans 1,010 34 
84,341 68,151 
Applications of Working Capital: 
22,791 20,668 
Investment in plant and equipment 17,019 17,764 
Reduction of long-term debt 2,896 2,917 
282 405 
42,988 41,754 
Net Increase in Working Capital $ 41,353 $ 26,397 
Analysis of Changes in Working Capital: 
Cash and marketable securities $ 35,705 $ 38,764 
Short-term advances to finance subsidiary (6,800) (15,700) 
23,797 (14,208) 
Refundable Federal income taxes - (7,153) 
15,448 (67,470) 
Prepaid taxes and other expenses 1,720 2,851 
Increase (Decrease) in current assets 69,870 (62,916) 
Notes payable, including current portion of 
long-term debt, and commercial paper (8,592) 109,271 
Accounts payable, accruals, and taxes on income (19,925) (19,958) 
(Increase) Decrease in current liabilities (28,517) 89,313 
Net Increase in Working Capital $ 41,353 $ 26,397 


The Notes to Consolidated Financial Statements should be read in conjunction with 


the above statement. 
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McGraw-Edison Company and Subsidiaries 
For the Years Ended December 31, 1976 and 1975 


Consolidated Statements of Earnings Retained for Use in the Business 


and Additional Paid-in Capital 


($000's omitted) 


Consolidated Statement of Earnings Retained 1976 1975 
for Use in the Business 
Balance at beginning of year $285,120 $268,102 
Net income for the year 56,476 37,686 
Dividends paid, $1.40 per share in 1976 and 
$1.275 per share in 1975 (22,791) (20,668) 
Balance at end of year $318,805 $285,120 
Consolidated Statement of Additional Paid-in Capital 1976 1975 
Balance at beginning of year $ 67,626 $ 67,427 
Excess of quoted market value over par value of 
13,500 shares issued for a company acquired 
On a purchase basis - 167 
Proceeds in excess of par value of 50,802 shares 
in 1976 and 2,262 shares in 1975 sold under 
stock option plans (Note 7) 959 32 
Balance at end of year $ 68,585 $ 67,626 


The Notes to Consolidated Financial Statements should be read in conjunction with 


the above statements. 
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1. SUMMARY OF 
SIGNIFICANT 
ACCOUNTING 
POLICIES 


2. INVENTORIES 


Notes to Consolidated Financial Statements 


Principles of Consolidation 

The consolidated financial statements in- 
clude all wholly-owned domestic and 
foreign manufacturing and sales subsidi- 
ary companies. The wholly-owned McGraw- 
Edison Credit Corporation was treated as a 
non-consolidated subsidiary and its earn- 
ings were included in consolidated earn- 
ings on the “‘equity’’ method of accounting 
in 1975. Refer to note 12 for additional com- 
ments regarding the finance subsidiary. All 
significant intercompany items and trans- 
actions have been eliminated. 


With respect to foreign subsidiaries, net 
assets are translated to U.S. dollars at the 
year-end exchange rates, except fixed as- 
sets, their related depreciation reserves and 
inventories which are translated at histori- 
cal rates. Income and expenses are trans- 
lated at the average exchange rates during 
the year, except for depreciation and cost 
of sales which are translated at historical 
rates. Gains and losses on foreign exchange 
are included in consolidated income and 
are not significant. 


Inventories 

Inventories are stated at the lower of cost or 
market. As described in note 2, cost was 
determined principally by the last-in, first- 
out method. Inventory costs include mate- 
rial, labor and manufacturing overhead. 


Depreciation 
Depreciation of plant and equipment Is re- 
corded principally on accelerated methods 


Inventories at December 31, 1976 and 1975, are summarized below: 


Raw materials and work in process 
Finished goods 


(primarily sum-of-the-years-digits), over the 
estimated useful lives, for both financial re- 
porting and income tax purposes. 


Research and Development 

Research and development costs are ex- 
pensed as incurred. For the years ended 
December 31, 1976 and 1975, research and 
developmentcosts charged to expense were 
$5,093,000 and $5,265,000, respectively. 


Taxes on Income 

Allowable investment tax credits are taken 
into income on the “‘flow-through”’ method 
by reducing the provision for Federal in- 
come taxes in the year the related assets 
are placed in service. No provision is made 
for income taxes on the undistributed earn- 
ings of the domestic international sales 
corporation subsidiary. Such earnings, 
aggregating approximately $8,308,000 
through 1976, and $5,486,000 through 1975, 
are expected to be indefinitely reinvested. 


Net Income per Share 

Net income per share is based on the aver- 
age shares outstanding during the periods. 
Dilution from granted but unexercised 
stock options is negligible. 


Leases 

Annual rental obligations are not signifi- 
cant. Leases of land and buildings under 
which the rentals can reasonably be ex- 
pected to return the full cost of the property 
plus a reasonable rate of interest to the 
lessor are capitalized as purchases. 


($000’s omitted) 


Total inventories 


1976 1979 
$143,090 $133,191 
87,826 825277 
$230,916 $215,468 


Certain domestic inventories, amounting to 
$173,003,000 and $129,276,000 at Decem- 
ber 31, 1976 and 1975, respectively, are 
based on the last-in, first-out (LIFO) me- 
thod; such inventories, if priced on the 
first-in, first-out (FIFO) method, would have 
been $39,004,000 and $28,039,000 greater 
at December 31, 1976 and 1975, respectively. 


3) 


During 1975, inventory quantities were re- 
duced. This reduction resulted in a liquida- 
tion of LIFO inventory quantities carried at 
lower costs prevailing in prior years as com- 
pared with the cost of 1975 purchases, the 
effect of which increased net income for 
the year by approximately $5,241,000, or 
$.32 per share. For 1976, the liquidation of 
LIFO inventory quantities was minimal. 


3. SHORT-TERM 
30RROWING 


At year-end, the company had available 
lines of short-term credit from its banks of 
$75,251,000, of which $65,000,000 is from 
United States banks, $10,000,000 from Ca- 
nadian banks and $251,000 from a Mexican 
bank. These lines of short-term credit are 
available at the prevailing prime rates. In 
1976 and 1975, United States bank borrow- 
ings were negligible; bank borrowings were 
principally from Canadian and Mexican 
banks. 


Compensating cash balances are main- 
tained on an informal basis with United 
States banks, generally on the basis of 10 
percent of the available line of credit plus 
an additional 10 percent to the extent the 
lines are utilized. The arrangement with 
Canadian banks is to pay interest at the 
Canadian prime rate on the daily borrow- 
ings. Cash balances are not restricted 
either legally or by agreement. 


Pertinent statistics on 1976 and 1975 short-term borrowings are shown below: 


At year-end— 
Notes payable to banks 
Commercial paper 
During the year— 
Maximum borrowing — 
Banks 
Commercial paper 
Combined 


Average month-end amount outstanding — 


Banks 
Commercial paper 


4. LONG-TERM DEBT 


($000’s omitted) 


1976 1975 
Average Average 
Rate of Rate of 


Amount _ Interest Amount Interest 


$ 527 9.3% Sano Ode mentee 
13,384 8.5 = = 
7,904 7,478 
13,384 111,472 
14,636 117,141 
4,191 10.3 3,202 Oso 
6,587 9.4 47,341 7.6 


The $47,670,000 of 7% percent Sinking 
Fund Debentures, due in 1996, are traded 
on the New York Stock Exchange. The 
company is required to provide an annual 
sinking fund of $2,100,000 on or before 
each May 1, from 1977 to 1995. The sinking 
fund provision is calculated to retire ap- 
proximately 80 percent of the issue prior 
to maturity. During 1976 and 1975, market 
purchases of bonds with an aggregate face 
value of $1,378,000 and $952,000, respec- 
tively, were made and have been applied to 
satisfy the 1977 sinking fund requirement 
and to partially satisfy the 1978 require- 
ment. Interest is payable on May 1 and 
November 1. 
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Other long-term notes have rates varying 
from 3% percent to 8/2 percent. Included 
in these notes are obligations under indus- 
trial revenue bonds for leased plants treated 
as installment purchases for accounting 
purposes. Aggregate principal payments are 
less than $2,327,000 per year through 1981. 


None of the loan agreements contain re- 
strictions which are significant to the com- 
pany’s operations or financial position. 


5. INCOME TAXES The provision for income taxes amounted 
to 49.6 percent and 47.4 percent of income 
before taxes for 1976 and 1975, respec- 


tively. The reasons for the difference be- 


Provisions for income taxes at the 
Federal income tax rate 
Provision for state income taxes, net of 
Federal income tax benefit 
Investment tax credits 
Tax deferral on undistributed earnings of 
domestic international sales corporation 
Various items, none of which is 
significant in itself 


Provision for income taxes 


tween these rates and the Federal income 
tax rate of 48 percent for the two years are 


as follows: 


1976 


Amount 


$53,827 


3,299 
(950) 


(1,355) 


843 
$55,664 


The provision for income taxes consists of the following: 


Currently payable— 
Federal 
State and local 
Foreign 


Prepaid 


Prepaid taxes arise from timing differences 
in the recognition of certain expenses be- 
tween financial statements and tax returns. 
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($000’s omitted) 
1975 

% of % of 

Income Income 

Before Before 

Taxes Amount Taxes 

48.0% $34,390 48.0% 
2.9 1,997 2.8 
(.8) Cltts) (1.6) 
(1.2) (1,228) (1eZ) 
af (87) Ct) 

49.6% $33,959 47.4% 

($000’s omitted) 

1976 1975 

$50,586 $29,049 

6,344 3,840 

1,220 2,279 

58,150 35,168 

(2,486) (1,209) 

$55,664 $33,959 


The net effect of these differences is in- 
cluded in prepaid taxes and other expenses 
in the consolidated balance sheet. 


_ INTEREST INCOME 
ND EXPENSE 


Interest expense, 772% Sinking Fund Debentures 
Other interest expense, principally short-term borrowings 


STOCK OPTIONS 


Interest income from temporary investments, etc. 


Interest expense, net 


($000’s omitted) 


1976 1975 
$3,658 $3,748 
1,707 3,893 
5,365 7,641 
(3,238) (721) 
$2,127 $6,920 


The company has a 1974 Stock Incentive 
Program and a 1966 Stock Option Plan 
under which a total of 786,113 shares of 
common stock are reserved as of Decem- 
ber 31, 1976 for issuance to officers and 
key employees. 


In 1976, qualified options to purchase 
145,650 shares under the 1974 program 
were granted which expire five years after 
date of grant. Also granted under the 1974 
program were 12,900 shares of nonquali- 


Options outstanding at beginning of year 
Options granted 

Options exercised 

Options cancelled or expired 


Options outstanding at end of year 


fied options which expire 10 years after 
date of grant. Options have been granted at 
not less than market value at date of grant 
and become exercisable in four equal an- 
nual installments starting one year after 
date of grant. 


The 1974 Stock Incentive Program also pro- 
vides for performance stock awards and 
other incentive benefits. As of December 
31, 1976, no awards have been granted 
under these sections of the 1974 program. 


Options exercisable at end of year 


1976 Average 1975 Average 
Shares Price Shares Price 
404,378 $19.08 448,778 $20.07 
158,550 27.77 20,750 WTS) 
(50,802) 16.07 (2,262) 14.88 
(39,479) (62,888) 

472,647 $22.16 404,378 $19.08 
163,031 $18.93 118,390 S21255 
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8. MANAGEMENT 
INCENTIVE 
COMPENSATION 


9. PROFIT SHARING 
AND PENSION PLANS 


1O- EEGAL 
PROCEEDINGS 


11. COMMON 
STOCK 


The company has a Management Incentive 
Compensation Plan for officers and other 
key employees. As provided in the plan, 
the aggregate amount payable cannot ex- 
ceed three percent of the total consolidated 
net profit of the company and its subsid- 
iaries before provisions for income taxes 
and management incentive compensation 
payments. Of the total incentive fund estab- 


lished for each year, 50 percent is dis- 
tributed automatically to eligible personnel 
while the remaining 50 percent may be dis- 
tributed only at the discretion of the Board 
of Directors acting on the recommendation 
of its Compensation Committee. Amounts 
paid under the plan for 1976 and 1975 were 
$2,169,000 and $1,523,000, respectively. 


The majority of domestic employees are 
covered by the McGraw-Edison Company 
Profit Sharing Trust, which was established 
in 1953 as a savings and retirement plan for 
employees. Provisions for contributions to 
the plan were $12,380,000 in 1976 and 
$8,548,000 in 1975. At December 31, 1976, 
the McGraw-Edison Company Profit Shar- 
ing Trust owned 3,397,951 shares (20.8 per- 
cent) of the company’s common stock. 


Certain employees who do not participate 
in the profit sharing plan referred to above 
are covered by a pension plan. The total 
pension provisions for this plan in 1976 
and 1975 were $1,744,000 and $1,849,000, 
which includes amortization of the past 
service liability over 30 years. The com- 


pany’s policy is to fund pension costs ac- 
crued. At December 31, 1976, the estimated 
unfunded past service liability was ap- 
proximately $17,157,000. The actuarially 
computed value of vested benefits was 
estimated to be $9,421,000 in excess of 
pension fund assets and balance sheet 
accruals at year end. 


The company also has several other profit 
sharing, pension and retirement plans 
which cover most employees not participat- 
ing in either of the above plans at Decem- 
ber 31, 1976. Provisions of $1,431,000 in 
1976 and $1,153,000 in 1975 have been 
charged to expense for these plans. Un- 
funded past service liabilities under these 
plans are not material. 


A number of legal actions have been insti- 
tuted against the company which involve 
ordinary routine matters as are incident to 
the kinds of businesses conducted by the 
company. In the opinion of management, 


the ultimate disposition of all such actions 
will not have a materially adverse effect 
upon the company’s consolidated finan- 
Cial statements. 


Changes in the company’s $1 par value common stock during the years ended December 


31, 1976 and 1975 are summarized as follows: 


Balance at beginning of year 


Shares issued for acquisition on a purchase basis 


Shares issued under stock option plans 


Balance at end of year 
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1976 1975 
16,251,738 16,235,976 
— 13,500 

50,802 2,262 
16,302,540 16,251,738 


2. McGRAW-EDISON 
YREDIT CORPORATION 


Prior to 1974, McGraw-Edison Credit Cor- 
poration, the company’s wholly-owned fi- 
nance subsidiary, was engaged in commer- 
cial finance activities and, to a lesser extent, 
financed the sales of the company’s prod- 
ucts. A decision to discontinue the general 
finance activities of this subsidiary was 


3. QUARTERLY 


made in 1974. During 1976 and 1975, the 
activities of this subsidiary were substan- 
tially completed and late in 1976 the subsid- 
iary was liquidated and became a division. 
Income, recorded on the “‘equity’”’ method 
of accounting prior to liquidation, was in- 
significant in 1976 and 1975. 


The company’s quarterly results are summarized below for the year ended 1976: 


SUMMARY 
UNAUDITED) ($000’s omitted, except per share amounts) 
March 31 June 30 September 30 December 31 
Net sales $241,698 $262,174 $255,575 $247,973 
Gross profit 64,553 69,515 67,892 72,684 
Percent of sales 26.7% 26.5% 26.6% 29.3% 
Net income $ 14,284 $ 15,574 $ 13,351 $ 13,267 
Net income per share $ .88 $ .96 $ .82 $ .81 
The gross profit rate in the quarter ended Net income for the fourth quarter of 1976 
December 31, 1976 exceeded that of the reflects approximately $2,000,000, pretax, 
prior quarters because of favorable adjust- of charges related to certain idle facilities. 
ments to cost of sales, resulting from an- 
nual physical inventories. 
4. GENERAL The Securities and Exchange Commission The company is principally on the LIFO 
-OMMENTS ON has issued certain regulations requiring method of inventory accounting, thus the 
HE IMPACT OF companies to estimate the current replace- income statement effect of converting his- 
NFLATION ment cost of inventories, productive ca- torical cost of sales to replacement cost is 
JNAUDITED) pacity, cost of sales and depreciation. less than it would be under other inventory 


Although there are no generally accepted 
methods of computing the required data, 
the company believes procedures followed 
by it are consistent with guidelines estab- 
lished by the commission. 


In recent years, primarily because of com- 
petitive factors, the company was unable 
to raise selling prices sufficiently to com- 
pensate for escalating production costs. In 
1976, however, the company was able to 
restore overall margins to an acceptable 
level. An easing of inflationary pressures 
coupled with the benefits received from 
recent management actions, which resulted 
in improved operating productivity and effi- 
ciencies, are seen as prime reasons for the 
higher margins. 
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valuation methods. Moreover, the company 
follows accelerated depreciation methods 
(primarily Sum-of-the-years-digits) for fi- 
nancial reporting purposes as well as for 
income tax purposes. These methods also 
reduce the difference between reported 
historical depreciation and the amount 
computed in accordance with the commis- 
sion’s regulation, which is the straight-line 
method applied to the estimated replace- 
ment cost of plant and equipment. 


For quantitative information with respect to 
the estimated replacement cost of inven- 
tories and plant and equipment at Decem- 
ber 31, 1976, and the related estimated 
effect of such costs on cost of sales and 
depreciation expense for the year then 
ended, reference is made to the company’s 
annual report Form 10-K, a copy of which 
is available on request. 


Auditors’ Report 


To the Stockholders and Board of Directors, 
McGraw-Edison Company: 


We have examined the consolidated bal- 
ance sheet of McGRAW-EDISON COM- 
PANY (a Delaware Corporation) AND SUB- 
SIDIARIES as of December 31, 1976 and 
1975, and the consolidated statements of 
income, earnings retained for use in the 
business and additional paid-in capital, 
and changes in financial position for the 
years then ended. Our examination was 
made in accordance with generally ac- 
cepted auditing standards, and accordingly 
included such tests of the accounting 
records and such other auditing procedures 
as we considered necessary in the circum- 
stances. 


In our opinion, the accompanying financial 
statements present fairly the financial posi- 
tion of McGraw-Edison Company and Sub- 
sidiaries as of December 31, 1976 and 1975, 
and the results of their operations and 
changes in their financial position for the 
years then ended, in conformity with gen- 
erally accepted accounting principles con- 
sistently applied during the periods. 


Arthur Andersen & Co. 


Chicago, Illinois, 
February 4, 1977. 
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McGraw-Edison Company 
and Subsidiaries 


Ten Year Financial Summary” 


FOR THE YEAR 


Net sales from continuing businesses 
Gross profit on sales 
Interest expense 
Taxes on income from continuing businesses 
Percent of pretax income 
Income from continuing businesses 
Percent of sales 
Per share 
Losses on discontinued businesses, 
net of taxes 
Per share 
Net income 
Per share?) 
Dividends per share 
Capital expenditures 
Depreciation 


AT YEAR-END 
Working capital — 
Amount 
Current ratio 
Long-term debt 
Stockholders’ equity — 
Amount 
Shares outstanding 
Per share 
Return on average stockholders’ equity 
Common stock price range (for the year) 
Price-earnings ratio®) 
Number of employees 


(1) The ten year financial summary data 
should be read in conjunction with the 
“Financial Review” and ‘“‘Notes to Consoli- 
dated Financial Statements.” 


The amounts shown for all years reflect the 
accounts of major companies acquired on 
a ‘pooling-of-interests”’ basis. 


(000’s omitted, except per share amounts) 


1976 1975 19744) 
$1,007,420 $874,627 $909,598 
$ 274,644 216,033 182,196 
$ 5,365 7,641 12,291 
$ 55,664 33,959 12,891 
49.6% 47.4% 42.9% 
$ 56,476 37,686 lige 6/ 
5.6% 4.3% 1.9% 
$ 3.47 Zoe 1.06 
$ ASS = = 
$ = —_ a 
$ 56,476 37,686 a YORE 
$ 3.47 232 1.06 
$ 1.40 275 50 
$ 17,019 17,764 30,204 
$ 16,880 17,444 16,600 
$ 352,121 310,768 284,371 
3.2 to 1 3.4 to 1 2.0 t0.1 
$ 59,863 62,270 63,409 
$ 403,693 368,998 8515765 
16,303 iowa 16,236 
$ 24.76 22.70 21.67 
14.6% 10.5% 4.8% 
$ 3212-2134 23-1112 23-11% 
9.0 9.7 1057, 
24 24 26 


(2) Netincome per share has been com- 
puted based upon the average number of 
shares outstanding during the periods as 
restated for acquisitions accounted for 
under the ‘‘pooling-of-interests” basis of 
accounting. 


(3) Price-earnings ratios have been calcu- 
lated on the basis of year-end stock prices 
in relation to income from continuing 
businesses. 
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1973 1972 1971 1970 1969 1968 1967 
$825,544 $749,260 $691,030 $652,384 $627,092 $592,652 $572,048 
200,052 188,743 168,024 163,059 163,822 156,984 148,160 
5,522 4,563 eye 1et6) 2,472 1,259 1,087 901 
35,255 36,983 32,329 31,859 SO.Lr2e Sips 31734. 
48.2% 48.1% 47.1% 48.1% 50.9% 50.9% 46.5% 
37,827 39,995 36,383 34,308 35,437 35,841 36,486 
4.6% 5376 Dov 5.4% 5.7% 6.0% 6.4% 
2.42 2.60 2.09 2220 232 201 2.30 
(4,113) (Glee) (8,908) (3,106) (924) S) 638 
(.26) (.07) (or) (.20) (.06) — 04 
33,714 38,864 27,475 S15 202 34,513 35,850 37,124 
216 2259 1.78 2.03 2.26 Zl 2.34 
1750 1.425 1.40 1.40 1.40 1.40 iis 
23,509 1O¥Z253 14,469 17,661 1) Thad exe’ 24,168 14,348 
15,354 15,089 14,797 13,685 W520 11,106 10,420 
298,563 284,143 282,818 220,646 209,218 202,306 198,281 
O10 | 4.2 to 1 4.4to1 S010 3.0:10n1 So OnOn 3.8 to 1 
59,628 57,830 56,036 6,761 6,895 8,092 5752 
S59;200 329,842 SP) OE S1105728 293,826 281,610 268,882 
16,236 1S) se 15,460 15,5392 eZee) 15;279 15,479 
Z2AN3 2leoe 20.78 20.19 19.29 18.43 Woe 
9.8% 11.9% 8.7% 10.3% 12.0% 13.0% 14.4% 
40%-19 45-33% 43-30% 36-21% 381%4-29%8 4434-338 45% -293 
8.1 15:5 14.6 16.0 ae 16.3 16.4 
29 26 26 26 26 25 25 


(4) In 1974, the company adopted the last- 
in, first-out (LIFO) method of determining 
inventory cost for the majority of its U.S. 
based inventories; these inventories previ- 
ously were valued at the lower of first-in, 
first-out (FIFO) cost or market. The election 
had the effect of reducing net income by 
$15,748,000 or 97 cents per share. In addi- 
tion, the company modified its method of 
valuing overhead in inventories to conform 
to Internal Revenue Service Regulations. 
This modification increased net income by 
$1,508,000 or nine cents per share. 
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McGraw-Edison Company 


Principal Operations 


Utility and Industrial Operations 


Power Systems Division 
Canonsburg, Pennsylvania 


Bussmann Manufacturing Division 
St. Louis, Missouri 


Thomas A. Edison Technical Center 
Franksville, Wisconsin 


Commercial Development Division 
Manchester, New Hampshire 


National Electric Coil Division 
Columbus, Ohio 


Consumer and Commercial Operations 


Major Appliance Group 


- Air Comfort Division 
Albion, Michigan 

- International Metal Products Division 
Phoenix, Arizona 


- Modern Maid Division 
Chattanooga, Tennessee 


- Speed Queen Division 
Ripon, Wisconsin 


Portable Appliance and Tool Group 
Columbia, Missouri 


McGraw-Edison International Division 
Elgin, Illinois 


American Laundry Machinery Division 
Cincinnati, Ohio 


Food Service Equipment Group 


- Southern Equipment Division 
St. Louis, Missouri 


- Toastmaster Commercial Division 
Algonquin, Illinois 


- Victory Manufacturing Division 
Plymouth Meeting, Pennsylvania 


Lighting Products Group 

- Area Lighting Division 
Racine, Wisconsin 

- Halo Lighting Division 
Elk Grove Village, Illinois 


- Prestige Products Division 
Bensenville, Illinois 


Principal Subsidiaries 


McGraw-Edison of Canada, Limited 
Toronto, Ontario, Canada 


McGraw-Edison International 
Sales Corporation 

A domestic international 

sales company (DISC) 

Elgin, Illinois 
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International Metal Products Co. 
de Mexico, S.A. 
Monterrey, Mexico 


McGraw-Edison Pan American Corporation 


Elgin, Illinois 


About the Company 


McGraw-Edison Company is a major manufac- 
turer and marketer of a wide variety of electrical 
products for the consumer, industrial and utility 
markets. 


Consumer products include major appliances, 
such as washers, dryers, ranges, evaporative 
coolers and air conditioners; portable applian- 
ces and tools such as broilers, toasters, heaters 
and power tools; and consumer lighting 
products. Major brand names in the consumer 
area are Toastmaster, Speed Queen, Modern 
Maid, Village Blacksmith, and Edison. 


Industrial products include area lighting prod- 
ucts, food service equipment, commercial 
laundry and dry cleaning equipment, fuses, 
batteries and control devices, and coil making 


and motor and generator repair services. 
McGraw-Edison’s primary industrial brands are 
Halo, Victory, Toastmaster, Seco, American, 
Edison, Buss, Fusetron and Necco Bond. 


Utility products include transformers, circuit 
breakers, reclosers, voltage regulators, power 
Capacitors, fusing equipment, surge arresters, 
and pole-line hardware. The company produces 
the broadest line of electrical distribution and 
transmission apparatus of any manufacturer. 


The company employs 24,000 people and oper- 
ates 95 manufacturing facilities in the United 
States, Canada and Mexico. 


Trademarks 

The following are registered trademarks of the 
company which appear in the text of this report: 
Modern Maid, Speed Queen, Toastmaster, 
Shopmate, Victory, Halo, Edison, Village Black- 
smith, Seco, American, Buss, Fusetron, Hi-Cap, 
Limitron, Necco-Bond, Simplicity, Ingraham, 
Martinizing, Huebsch, Tron, Gemco, Graswip, 
Slant/Line and Lite Trend. 


Other company trademarks which appear in 
this report are: Slow Heat, Comfort Sensor, 
Rapid Refrigeration System, T-Line, Loadstar Il, 
Power Drawer, Edisol and System Ill. 


McGraw-Edison Company, 333 West River Road, Elgin, Illinois 60120 


